ABSTRACT
BACKGROUND OF THE INDIVIDUAL AND LIDSUPERIOR
Sam Designer received a Bachelor's degree in Business Administration from a private university in Southern California. After graduating from college, both Sam Designer and his wife Wendy attended an intensive culinary chef training program. Sam enjoyed drinking hot coffee but found a distinct difference in aroma and overall sensory experience when drinking from a coffee mug and drinking from a disposable cup with a plastic lid. Using the skills acquired from the chef program, Sam and Wendy started working on the design of a new and improved hot beverage disposable cup lid that would enhance aroma, reduce spills, and one that would be safer to drink from and safer to transport. They started up an entrepreneurial venture, LidSuperior to launch their newly designed lid for disposable hot and cold beverage cups. LidSuperior did sensory test marketing research to validate claims of superiority and received a patent on their hot beverage lid. LidSuperior gathered marketing research data on industry sales for analysis (The Freedonia Group, Inc. 2013) . The values identified with bold are the most likely. LidSuperior estimates by application type at 18 months out from launch.
BACKGROUND OF THE INDUSTRY AT THE TIME OF FOUNDING AND SALES FORECAST

Market Segments, Key Competitors/Market Shares, and 2016 Sales Potential Forecast
A. Cup and Lid Demand by Establishment and Application in the United
The high end disposable lids with reclosing feature are estimated at 10 cents a lid quoted in news release articles from Vaporpath. I was able to locate some Solo coffee lids that allow open and reclosing a hinged flap without the aroma enhancing design for 7 cents each (pack of 100 lids) on webstaurant.com Viora Lid is quoted in news release articles as targeting the mid-range price currently with limited volume production runs aimed at premium third wave coffee shops charging $4 for coffee. They have raised $1,100,000 in investments and plan to lower their production costs and prices as they expand to more foodservice outlets.
LidSuperior will not win a price war against Dart's Solo Traveler Lid nor is it recommended that LidSuperior try to engage in a price war against Viora Lid as they are gaining additional volume in product runs and efficiency gains to drive their prices down. LidSuperior could focus on superior features over Viora Lid and the added promotional aspects of logo or advertising. The lid could be priced at 9 cents per lid to gain market traction, trial, and to increase production run volume if the buyer is not getting any co-marketing cost split with the advertiser on the lid. If there is co-branding or co-marketing on the lid with advertising, then the lid could be priced higher at 10 to 12 cents a lid as additional costs are split upon the food source outlet and the advertiser. LidSuperior should have prominent display of LidSuperior R clearly visible along with contact point website.
Place
Dart Solo Traveler is widely distributed at foodservice outlets and has long term established supplier contracts/relationships over the last 30 years.
Viora Lid is targeting premium coffee shops and "third wave coffee shops" where the target demographics are younger, more educated, more tech savvy, urban area drinkers willing to pay more for better tasting and better aroma coffee.
Promotion
Dart's Solo Traveler Lid does not need promotion due to its market share leadership position in the industry and repeat sales just due to habit formation and annual supplier contract renewal. The main selling points for their lid is-low cost, proven acceptance close to 30 years since 1986, record of safety proven over decades, customer acceptance. Their main vulnerability is stale design and no space for logo/advertising.
Viora Lid introduced their lid April 25, 2014 at the Specialty Coffee Association of America annual trade conference held in Seattle. This tradeshow is attended by premium coffee shops and "third wave coffee shops." Viora Lid promotes their lid as having better aroma (like drinking coffee from a coffee mug with better aroma), less spill (they have an interesting video showing a shake and spill test of their lid compared to traditional lids), and a much improved design over the 30 year old stale Dart Solo Traveler Lid design. They are targeting younger, more educated, tech savvy coffee drinkers who are willing to pay for a premium cup of coffee. The coffee shop buyers, in most cases pass on the additional lid cost to customers willing to pay more for the better aroma or absorb the incremental additional 3 cent added cost per lid over prior cheaper suppliers from their high profit margin from selling a four dollar coffee drink. Viora is trying to leverage their location in Seattle to expand distribution in the region and to gain information technology firm wealthy founders and managers to invest in Vaporpath ($1,100,000 raised so far from SEC filings). The main promotion approach for Viora Lid is to get articles to publicize them, drive potential buyers to their website, and then send a free sample package of five cups and five lids.
QUESTIONS FOR STUDENTS
The purpose of the case study is to let you apply the concepts you've learned when you analyze the issues facing a specific company. To analyze a case study, you must closely examine the issues in which the company is confronted, explain the overall picture of what is happening to the company and then re-analyze several times more to discover and grasp the specific problems. Once you complete this analysis, you will have a full picture of the way the company is operating and be in a position to evaluate the potential of its strategy in this industry. Thus, you will be able to make recommendations concerning the pattern of the company's future actions.
